1989 Annual Index of Articles 


Based on the 
Million Dollar Round Table 


Information Retrieval Index 


100 Accident and Health Insurance 


A different kind of ballgame: 
Selling to Insurance Committees 

Fusebio, January 
Comparing Non-Can DI With 
Group Long-Term Coverage 

Martin, February 
What's happening to Medicare 
Supplement policies? Ballew, February 


Breaking Away From Sales Slumps 
Fusebio, February 


The New Generation of Medicare 
Supplement Policies Ballew, March 


Those Valuable Optional Benefits 
Forbes, March 
Handling Disability Income Objections 
Eusebio, March 
The Payroll Market—It's Different 
Eusebio, April 
Building a Clientele of Medical Doctors 
Rosenzweig, April 
1989-Style Medicare Supplements 
Ballew, April 
Collecting On Your Own Life Policy: 
accelerated death benefit riders 
Gero, Gootzeit, May 


Prospecting and the Missing Link 
Eusebto, May 


Don't be a typical agent! Fusebio, June 


Selling Disability Income With a 
Stock Purchase Agreement Ware, June 
Winning in the Senior Market 
Owen, July 
The Easy Way to Seti DI 
Hildebrand, July 
Prospecting in the Corporate Market 
McGeehan, July 
Hospital Indemnity: Needed, Understood 
and Undersold Eusebio, July 
Health Producers: Don’t prove 
hazardous to your client's health! 
Olander, July 
Disability Double Jeopardy 
Eusebio, September 
Competition: Hitting a moving target! 
Eusebio, October 
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The Key to the Small Business Market 
Eusebio, November 
Answering Common Myths About 
Nursing Home Insurance November 
Eliminate Problems That Hurt DI Sales 
Kusebio, December 


400 Advertising/Public Relations 


Heard any good “tales out of school” lately? 
Meyer, January 
Team Sponsorship: Good Advertising, 
Good Prospecting DeFelice, March 
You should be seen AND heard! 
Couch, May 
Personal PR in the Senior Market 
lavas, October 


500 Agency 


Gambling: A Career Ambush! 
Meyer, February 
How's the morale in your agency? 
Meyer, April 
Is a management career for you? 
Meyer, June 
Supervising New Agents: What If? 
Meyer, July 
Consistent Recruiting Activity 
Meyer, September 
Second Line Management 
Parker, October 
Meyer, October 
Are you matching recruiting with markets? 
Meyer, November 


Learning to Follow 


The Agent Annual Planning Conference 
Meyer, December 
A Questionnaire to Determine 
Your Overall Agency Efficiency 
Boetcher, December 


600 Agent as a Businessperson 
Where's the Backup! Zuleski, January 
You Can Climb to the Top With Teamwork 
Sullivan, April 
How I Changed Markets 
Your plan won't work if you don't! 
LaMere, 


Cruz, April 


April 


Developing Life Sales Through a P/C Ageney 
June 

Prospecting in a Multiline Agency 
Riley, September 

Prospecting for Fraternal Business 
Hansen, September 


700 Annuities 


Gearing Up for Annuity Sales (Part 1) 
Ballew, May 
Structured Setthkement Annuity Sales 
Ware, May 
Gearing Up for Annuity Sales (Part II) 
Ballew, June 
Gearing Up for Annuity Sales (Part [ID 
Ballew, July 


1000 


Associations 


Educational Programs: The American College 
(Part 1) Ballew, November 


Educational Programs: ‘The American College 


(Part 2) Ballew, December 


1150 Awards 


Sixty-Seventh Annual All Star Honor Roll 
April 

Insurance Industry Acronyms April 

Additional Nominees All Star Honor Roll 
May 


1400 Business Insurance 


Getting Into Business Insurance Markets 


(conclusion) Rudzinski, January 


1450 Buy/Sell 


Corporate Buy-out Agreements After 
Tax Reform Ware, February 
Selling Disability Income with a Stock 

Purchase Agreement Ware, June 


Don't be a typical agent! kusebio, June 


1600 Charity (Foundations, Gifts, 
Bequests) 


We Sell the Concept of Giving 


Brown, November 
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1850 Compensation 


You should be seen AND heard! 
Couch, May 


1900 Competition 
A Universal Life versus Term Presentation 
Steinberger, January 


Competition: Hitting a moving target! 
Eusebio, October 


2000 Computers 


On With the Show! Restalrig-Logan, May 


Selecting the Right Benefits Software 
Frantareb, May 


Computer Basics: Purchasing Your Hardware 
Morrow, May 

Living with the Laptop 
Mortensen, May 


How to Avoid Computer Nightmares 
Bray, May 


Computer Basics: Assembling Your Software 
Morrow, June 


Computer Basics: Files, Directories 
and Shareware Programs Morrow, July 


Computer Basics: Computer Speed Ratings 
Morrow, September 
2060 Continuing Education 


Educational Programs: The American College 
(Part 1) Ballew, November 


Educational Programs: The American College 
(Part 2) Ballew, December 


2150 Direct Mail 


Prospecting With Direct Mail 
Clark, November 


2220 Due Diligence 


Due Diligence in Life Sales 
Van Dusen, March 


2250 Economics 


How judgment-proof are you? 
Meyer, May 


2300 Education Funding 


College Education Planning: new hurdles, 


new opportunities Parry, February 


2400 Employee Benefits & 
Executive Compensation 
You Can Climb to the Top With Teamwork 
Sullivan, April 
The Payroll Market—It’s Different 
Eusebio, April 
Selecting the Right Benefits Software 
Frantzreb, May 
Tax-Deductible Life Insurance (Part 1) 
Ware, July 
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The Dynamic Duo: Split Dollar and 
Deferred Compensation Fry, July 
Tax-Deductible Life Insurance (Part ID) 
Ware, September 
Tax-Deductible Life Insurance (Part III: 
Ten Questions and Answers) 
Ware, October 
The Key to the Small Business Market 
Eusebio, November 


2500 Estate Planning 
The Best-Kept Secret (conclusion) 
Ware, January 
My Approach to Small Estate Planning 
Utz, April 
Family Ties (Part 1) Ware, November 
Family Ties (conclusion) 
Ware, December 


2600 Fact Finding Sheet 


Are you keeping your promises 


to policyholders? June 


2750 Financial Consulting 


Fiscal Fitness With Financial Planning 
Breines, April 


2900 General Insurance 


How judgment-proof are you? 
Meyer, May 


3000 Gifts 
Comments on Section 89 Compliance 
Parker, July 
It's the Season of Giving! 
Restalrig-Logan, November 


Motivation for Holiday Sales 
Ragan, November 


3200 Government Benefits 
What's happening to Medicare 
Supplement policies? Ballew, February 
The New Generation of Medicare 
Supplement Policies Ballew, March 
1989-Stvle Medicare Supplements 

Ballew, April 
Answering Common Myths About 


Nursing Home Insurance November 


3300 Group Insurance 
Comparing Non-Can DI With Group 
Long-Term Coverage 
Martin, February 
How We Built Our Group Business 
Weiner, March 
Section 89: What's an agent to do? 
Hostetler, March 


Health Producers: Don't prove hazardous 
to your client's health! Olander, July 


The Death of a Salesman? 
Hostetler, December 


3900 Interview Techniques 


Heard any good “tales out of school” lately? 
Meyer, January 
A different kind of ballgame: 
Selling to Insurance Committees 
Kusebio, January 
Answering Common Objections 
Shields, February 
Those Valuable Optional Benefits 
Forbes, March 
Handling Disability Income Objections 
Eusebio, March 
Selling with a Needs Analysis System 
Mangham, June 
Six-Step Selling to Businessowners 
(conclusion) Radosh, September 
Preparing for the Interview (Part One) 
Ballew, September 
Preparing for the Interview (conclusion) 
Ballew, October 
A Simple Split Dollar Approach 
Monroe, October 
Communicating is more than talking! 
Billue, November 
Let's make this business easier! 
Golembiewski, November 


4200 Juvenile Insurance 


Present Ideas, Not Policies 
O'Hara, June 


4350 Legislation 
SPWL: Still attractive, still saleable! 
Ballew, January 
“Single Premium” Life Insurance: ‘The 
new ground rules—and then some! 
Tepatti, January 
Section 89: What's an agent to do? 
Hostetler, March 


Comments on Section 89 Compliance 
Parker, July 


4400 Life Insurance 
Is the grass really greener? 
Meyer, March 
Due Diligence in Life Sales 
Van Dusen, March 


Life Insurance as an Investment: 
Questions and Answers Ware, March 


4450 Life Insurance— 
Special Contracts 
SPWL.: Still attractive, still saleable! 
Ballew, January 
A Universal Life versus Term Presentation 


Steinberger, January 
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“Single Premium” Life Insurance: The 
new ground rules—and then some! 
Tepatti, January 
Collecting On Your Own Life Policy: 
accelerated death benefit riders 
Gero, Goorzeit, May 


4500 Mailing Pieces 


Personal PR in the Senior Market 
Lovas, October 


5000 Motivation/Inspiration/ 
Power Phrases 


Developing Success Habits 
Ocechshi, January 
Gambling: A Career Ambush! 
Meyer, February 
Three Paths to Top Production 
Haines, Selden-Kerbel, Smedberg, March 
Is the grass really greener? 
Meyer, March 
Fiscal Fitness With Financial Planning 
Breines, April 
A Solid Foundation for Success 
Gries, April 
Moody, April 
The Common Denominator of Success 
Gray, April 
Financial Planning in the Middle 
Income Market Miller, April 
How’s the morale in your agency? 
Meyer, April 
Start With a Simple Goal: An App A Day 
Frauendienst, April 


No Secret Ingredients 


All Star Commentaries 
Tyler, Cagle, Ternes, Simons, Hagen, Levine, 
Kortan, April 
Your plan won't work if you don't! 
LaMere, April 
“Average” is for the birds! Kasten, April 
Present Ideas, Not Policies 
O'Hara, June 
Handling Call Reluctance and Sales Slumps 
Ocechsli, June 
How to Avoid “Cumulative Stress” Problems 
Densmore, June 
Time Management for Success and Happiness 
Fitzwater, September 
We're Creatures of Habit 
Occhsli, September 
How to Relax and Win Ocechsli, October 
We Sell the Concept of Giving 
Brown, November 
Motivation for Holiday Sales 
Ragan, November 
It's the Season of Giving! 
Restalrig-Logan, November 


Activity Drives the Dreams 
Occhsli, November 
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Enthusiasm for Selling 
Rozenbaum, November 
Communicating is more than talking! 
Billue, November 
Boosting Self-Esteem Will Boost Sales 
Ocechsli, December 
An Optimistic Frame of Mind 
Influences Prospects Billue, December 
The Death of a Salesman? 
Hostetler, December 


5400 Pensions 


A Pension Plan Approach for Businessowners 
Monroe, January 

Pension-Max: A Five-Minute Approach 
Restalrig-Logan, February 
Easing the Tax Bite on Excess Retirement 
Accumulations Higgins, February 
Wood, March 
Pension Max: Answering Jane Bryant Quinn 
Smith, October 


Boosting Pension Sales 


5500 People File 

Generating Quality Prospects with Lead Clubs 
Greenbaum, September 

5550 Persistency 

For home service agents: How to 


Maintain Good Persistency 
American General Life & Accident Staff, February 


5600 Personal & Office Efficiency 


Where's the Backup! 


Zuleski, January 
Getting Into Business Insurance Markets 
(conclusion) Rudzinski, January 
A Pension Plan Approach for Businessowners 
Monroe, January 
Aiming at ‘Target Markets 
Rohr, January 
Developing Success Habits 
Ocechsli, January 
For home service agents: How to 
Maintain Good Persistency February 
New Tax Law, New Sales Ideas 
Jacobs, February 
Breaking Away From Sales Slumps 
kusebio, February 
Answering Common Objections 
Shields, February 
Three Paths to Top Production 
Haines, Selden-Kerbel, Smedberg, March 
How We Built Our Group Business 
Weiner, March 
Wood, March 
Work at Prospecting and the Selling’s Easy 
Roberts, April 
Frith, April 
Building a Clientele of Medical Doctors 
Rosenzweig, April 


Boosting Pension Sales 


Hints for Good Prospecting 


“Average” is for the birds! Kasten, April 
Financial Planning in the Middle 
Income Market Miller, April 
A Solid Foundation for Success 
Gries, April 
Start With a Simple Goal: An App a Day 
Frauendienst, April 
No Secret Ingredients Moody, April 
All Star Commentaries 
Tyler, Cagle, Ternes, Simons, Hagen, Levine, 
Kortan, April 
My Approach to Small Estate Planning 
Utz, April 
The Common Denominator of Success 
Gray, April 
On With the Show! 
Restalrig-1 ogan, May 
Computer Basics: Purchasing Your Hardware 
Morrow, May 
How to Avoid Computer Nightmares 
Bray, May 
Living with the Laptop 
Mortensen, May 
Selling with a Needs Analysis System 
Mangham, June 
Computer Basics: Assembling Your Software 
Morrow, June 
Are you keeping your promises 


to policyholders? June 


From Young Families to Advanced Markets 
Shields, June 
The Easy Way to Sell DI 
Hildebrand, July 
“The Talk of the Town" Occhsli, July 
Winning in the Senior Market 
Owen, 
Prospecting in the Corporate Market 
McGeehan, 


Eliminate the Peaks and Valleys 


July 
July 


Scott, July 
Computer Basics: Files, Directories 
and Shareware Programs Morrow, July 
Preparing for the Interview (Part One) 
Ballew, September 


Computer Basics: Computer Speed Ratings 
Morrow, September 


Maintaining a Market Mix 
kyfe, September 


Prospecting in a Multiline Agency 


Riley, September 


‘Time Management for Success and Happiness 
Kitswater, September 


Needs Selling With Annuities 
Bowman, October 


Preparing for the Interview (conclusion) 
Ballew, October 


Clark, October 
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Cold Call Prospecting 











LIFE AND HEALTH 
SALES BOOKS 


Books are $5.00 each; 
minimum order two (2) books. 
Five books of your choice $20.00. 


Prospecting Handbook 

(practical techniques to find and ap- 
proach quality prospects) 

#29711 Qty. 


Dial C for Commission 
(how to use the telephone in selling life 
and health insurance) 


#29709 Qty. 


Power Phrases & Questions 
(power-packed phrases and questions 
for five different markets) 


#29816 Qty. 


101 Life and Health Sales ideas 
(useful ideas that will improve your 
sales interviews) 


#29995 Qty. 


Closing the Sale 
(16 articles discussing various closing 
talks and methods) 


#29850 Qty. 


Handling Objections 
(how to handle—or avoid—objections 
and stalls) 


#29604 Qty. 


TOTAL NUMBER OF BOOKS 
(minimum order two books) 


CO Check enclosed, plus State or 
local tax—ship postpaid 


CO Bill me, plus shipping charges 


NAME 5 
PHONE 

ADDRESS 

CITY 

STATE ZIP 

















TO ORDER TOLL FREE CALL: 
1-800-428-4384 
Indiana Residents call: 
1-317-634-1541 
Mail to: The Rough Notes Co., Inc. 
P. O. Box 564, Indianapolis, IN 46206 
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How to Relax and Win Oechsli, October 
Retirement Planning Seminars 
Speakman, October 
Getting Into the Retirement Market 
Snider, October 
Enthusiasm for Selling 
Rozenbaum, November 
Activity Drives the Dreams 
Oecechsli, November 
Let's make this business easicr! 
Golembiewski, November 
Personal Efficiency and Professionalism 
Wallinder, December 
“If | only had the time...” 
Reckner, December 
Organized Procedures + Personal Attention 
= Successful Results Schuch, December 
An Optimistic Frame of Mind 
Influences Prospects Billue, December 
Handling “Bureaucracy” with 
Sales and Service Britto, December 
A Questionnaire to Determine 
Your Overall Agency Efficiency 
Boetcher, December 
Eliminate Problems ‘That Hurt DI Sales 
Eusebio, December 


6000 Prospecting 
Aiming at Target Markets = Rofr, January 
Team Sponsorship: Good Advertising, 
Good Prospecting Dekelice, March 
Frith, April 
Work at Prospecting and The Selling’s Easy 
Roberts, April 
Structured Settlement Annuity Sales 
Ware, May 
Prospecting and the Missing Link 
kusebio, May 
Developing Life Sales Through a P/C Agency 
June 
Handling Call Reluctance and Sales Slumps 
Ocechsli, June 
Clark, June 
From Young Families to Advanced Markets 
Shields, June 
“The Talk of the Town" Oechsli, July 
Generating Quality Prospects with Lead Clubs 
Greenbaum, September 


Hints for Good Prospecting 


Prospecting By Referrals 


Prospecting for Fraternal Business 
Hansen, September 
Maintaining a Market Mix 
Fyfe, September 
Six-Step Selling to Businessowners 
(conclusion) Radosh, September 
We're Creatures of Habit 
Ocechsli. September 
Cold Call Prospecting Clark, October 
Prospecting With Direct Mail 
Clark, November 


6400 Retirement Planning 


You Can Prosper with Pension Max 
White, January 


Pension-Max: A Five-Minute Approach 
Restalrig-L.ogan, February 
Gearing Up for Annuity Sales (Part 1) 
Ballew, May 
Gearing Up for Annuity Sales (Part II) 
Ballew, June 
Clark, June 
Gearing Up for Annuity Sales (Part II) 
Ballew, July 
Pension Max: Answering Jane Bryant Quinn 
Smith, October 
Getting Into the Retirement Market 
Snider, October 


Prospecting By Referrals 


Retirement Planning Seminars 
Speakman, October 

Needs Selling With Annuities 
Bowman, October 


6600 Settlement Options 


You Can Prosper with Pension Max 
I . 
White, January 


6700 Sole Proprietorship 


Disability Double Jeopardy 
Kusebio, September 


6800 Split Dollar 


Selling Reverse Split Dollar Plans— 
Nine Questions and Answers Ware, April 
How | Changed Markets Graz, April 
The Dynamic Duo: Split Dollar and 
Deferred Compensation Fry, July 
A Simple Split Dollar Approach 

Monroe, October 
7400 ~Taxes 
Easing the Tax Bite on Excess Retirement 
Accumulations Higgins, February 
New ‘Tax Laws, New Sales Ideas 

Jacobs, February 
College Education Planning: new hurdles, 
new opportunitics Parry, February 
Corporate Buy-out Agreements After 
Tax Reform Ware, February 
Life Insurance as an Investment: 
Questions and Answers Ware, March 
Selling Reverse Split Dollar Plans— 
Nine Questions and Answers Ware, April 
‘Tax-Deductible Life Insurance (Part Il: 
Ten Questions and Answers) 

Ware, October 


8000 Trusts 


The Best-Kept Secret (conclusion) 

Ware, January 
Family ‘Vies (Part 1) Ware, November 
Family Ties (conclusion) = Ware, December 


Miscellaneous 
Ranking of Life Companies September 


Ranking of Fraternal Societies — September 
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